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ENGLISH VERSION

1 MCQ 20

(1) A person who contracts to buy a product or a service
is called a

(A) Consumer (B) Customer
(C) Buyer (D) Both (B) and (C) above
(2) The ............ model of consumer decision making talks of

three types of decision making namely Extensive
Problem Solving, Limited Problem Solving and
Routinized Response Behaviour

(A) Stimulus — Response (B) Schiffman and Kanuk's
(C) Nicosia (D) Howard-Sheth Model

(3) Unplanned purchase action at the spur of the moment
is called:

(A) Habit

(B) Extensive decision making
(C) Impulse Buying

(D) None of the above

€ I is defined as the level at which a person can
differentiate between something and nothing

(A) dJust Noticeable Difference
(B) Absolute Threshold

(C) Learning

(D)  Subliminal Perception

(5)  Which of the following is not a complexity in Consumer
Perception?

(A) Physical Appearance (B) Stereotypes
(C) Halo Effect (D) Grouping

(6) Which of the following is a feature of Opinion Leaders?
(A) They are sources of both information and advice
(B) They have Experience

(C) They have greater exposure to Media
(D) All of the above
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(7Y  Which of the following is not one of the three basic
components Alderfer's ERG Theory of Motivation?

(A) Existence Needs (B) Growth Needs
(C) Emotional Needs (D) Related Needs

& ... is one to which the individual wishes or desires to
belong.
(A) Avoidance Group (B) Aspirational group
(C) Reference Group (D) None of the above

(9) Which of the following is not a Factor involved in
Attitude Formation?

(A) Group Factors (B) Personality Factors
(C) Direct Experience (D) Likert Scale

(10) The Operant Conditioning Theory of Learning is also
known as

(A) Classical Conditioning
(B) Informational Conditioning
(C)  Instrumental Conditioning

(D) Institutional Conditioning

(1) .. is based on the social aspects and imitation of
other's behavior.

(A) Cognitive Theory

(B) Observational Learning Theory
(C) Low Involvement Theory

(D) Habit

(12) Which of the following is not a type of Self Image?
(A) Routine Self Image (B) Ideal Social Self Image
(C)  Accepted Self Image (D) Both (A) and (C) above

(13) Which of the following is not a stage in the Family Life

Cycle ?
(A) Young Singles (B) Full Nest IV
(C)  Solitary Survivor (D) Empty Nest -1

DQQ-002-002206 | 6 [ Contd...



(14) involves careful reasoning and logical analysis
of the intended purchase.

(A) Emotional Motives (B) Rational Motives
(C) Patronage Motives (D) None of the above

(15) Which of the following is not a feature of Industrial
Markets?

(A) Elastic Demand (B) Few Buyers
(C) Professional Purchasing (D) Larger Buyers

(16) Which of the following is not a component of the
VALS-2 Framework?

(A) Experimentals (B) Drivers
(C) Savers (D) All of the above

(17) Repetitive behavior resulting in limited or no information
seeking and evaluation of the brand choices is known

as
(A) Reaction (B) Motive
(C) Habit (D) Reinforcement

(18) Which of the following is a Theory of Motivation?
(A) Pavlov's Classical Conditioning Theory
(B) Alderfer's ERG Theory
(C)  Operant Conditioning Theory

(D) Observational Theory

(19) Which of the following is a factor/feature that encourages
the consumer adoption process?

(A) Relative Disadvantage (B) Compatibility
(C) Complexity (D) Non divisibility

(20) Which of the following is a characteristic of Reference

groups ?
(A) Values (B) Roles
(C) Group Norms (D) All of the above
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2 (A) Explain various Buying Roles with an Example
(B) Explain various Types of Buying Motives

OR

2 Explain the Howard-Sheth Model of Consumer Behaviour

3 Discuss the impact of Values and Lifestyles on Consumer

Behaviour
OR
3 (A) Write a detailed note on the Observational Learning
Theory.
(B) Discuss briefly the Factors involved in Attitude
Formation.

4 What do you understand by the terms Culture and
Sub Culture ? Which are the Important Subcultures existing

in India? Explain your answer with an Examples.

OR

4 (A) Explain Vroom's Expectancy Needs Theory.

(B) Explain the Impact of Personality on Consumer
Behaviour.

5 Explain in detail the Factors that encourage and those

that act as Barriers to the Adoption of an Innovation.

OR

5 Explain the features of Social Classes and discuss their

relevance to Marketing.
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